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(57) ABSTRACT 

A method and computer program for resetting the value of 
a coupon based on market information is provided. The 
program receives a request for valuation of a coupon from 
a retailer, accesses market demand information for a product 
corresponding to the coupon, determines a market demand 
value based on the market demand information, determines 
a coupon value based on the market demand value, and 
provides the coupon value to the retailer. 
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Product information database record 26 

Field 1 Inventory at retailer // 23 
Field 2 Minimum inventory // 30 
Field 3 Maximum inventory // 32 
Field 4 Sales rate I/ 34 
Field 5 Average age of inventory // 36 
Field 6 Maximum age of inventory // 38 
Field 7 Competitor #1 pricing e/ 40 
Field 8 Competitor #2 pricing // 42 
Field 9 Competitor #1 inventory ’/ 44 

Field 10 Competitor #1 minimum inventory '/ 46 
Field 11 Competitor #1 maximum inventory // 48 
Field 12 Competitor #1 coupon value // 50 
Field 13 Competitor #2 inventory 1/ 52 
Field 14 Competitor #2 minimum inventory '/ 54 
Field 15 Competitor #2 maximum inventory ’/ 

Field 16 Competitor #2 coupon value // Field 17 Last years sales rate I/ 60 

Field 18 Last years plus 8 hours sales rate // 62 
Field 19 Economic indicators // 64 
Field 20 Maximum coupon value ’/ 66 
Field 21 Minimum coupon value // 68 
Field 22 Minimum percent to be allocated to customer e/ 

FIG. 3 

Product demand variables percentage database record 

FIG. 4 

Field 1 Inventory factor percentage e/ 70 

Field 2 Inventory age factor percentage // Field 3 Competitor #1 price factor percentage // 76 

Field 4 Competitor #1 inventory factor percentage // 78 
Fieid 5 Competitor #1 coupon value factor percentage // 80 
Field 6 Competitor #2 price factor percentage I 82 
Field 7 Competitor #2 inventory factor percentage ’/ 84 
Field 8 Competitor #2 coupon value factor percentage // 86 
Field 9 Cyclical buying factor percentage // 

Field 10 Economic factor percentage // 88 
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METHOD, PROGRAM, AND SYSTEM FOR 
RESETTING THE VALUE OF A COUPON BASED 

ON MARKET INFORMATION 

TECHNICAL FIELD OF THE INVENTION 

[0001] In general, the invention relates to a method of 
determining a value of a discount coupon for a retail product 
or service. 

BACKGROUND OF THE INVENTION 

[0002] Discount coupons have long been distributed by 
manufacturers to market their products and by retail stores 
to attract consumers to their particular stores. For decades 
advertisers have issued coupons that can be taken to a 
redemption center, such as a retail store, and redeemed for 
some value or at a discount toWard the purchase of an item. 

[0003] In general, a marketing professional analyZes the 
market for a particular product or service. The analysis may 
include many factors including, for example, inventory, age 
of the product on hand, competitor pricing, and manufac 
turing costs. Based on the analysis, a decision is made on 
Whether or not a discount coupon should be issued. If it is 
decided to issue a coupon, the value of the coupon is 
determined. If the value of the coupon is set too loW, the 
customer may not be motivated to purchase the product. If 
the value is set too high, the amount of pro?t from the sale 
may be unacceptable. Adiscount coupon may be printed and 
distributed to perspective customers. The customer may then 
redeem the coupon for the determined value When purchas 
ing the product or service. 

[0004] One problem With conventional discount coupons 
is that there may be a considerable time delay from When the 
value of the coupon is set and When the coupon is redeemed. 
This time may range from months to years for coupons 
shipped With products. During the time betWeen When the 
value of the coupon is set and When the coupon is redeemed, 
the market for the product may change. Changes in the 
market may result in the value of the coupon being less than 
optimal. One method of solving this problem commonly 
used by advertisers is to specify an expiration date for the 
discount. Setting an expiration date on a coupon has its 
draWbacks as Well. If the time the coupon is valid is too 
short, the coupon may expire before it has had a chance to 
be effective in the market. If the time the coupon is valid is 
too long, the market may change resulting in the value of the 
coupon being less than optimal. 

[0005] Another method of solving the time delay problem 
is implementing faster distribution technologies, for 
example, issuing coupons electronically over the Internet. 
This reduces the time delay from When the coupon value is 
set to When the coupon is available to a customer; hoWever, 
there may still be a time delay from When the coupon is 
available and When the purchase is made. Additionally, this 
solution may only be valid if the potential customer can be 
targeted using the faster distribution method. 

[0006] What is therefore needed is a method, Which over 
comes the above disadvantages. 

SUMMARY OF THE INVENTION 

[0007] One aspect of the invention provides a method of 
resetting the value of a coupon. A request for valuation of a 
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coupon from a retailer is received. Market demand infor 
mation for a product corresponding to the coupon may be 
accessed. A market demand value based on the market 
demand information may be determined. A coupon value 
based on the market demand value may be determined. The 
coupon value may be provided to the retailer. The request for 
valuation may be in response to a purchase. Market demand 
may be accessed from a database storing product sales data. 
Market demand information may be selected from a data 
base including: retailer inventory, competitor pricing, cur 
rent and anticipated competitor inventory, competitor adver 
tising spending, cyclical buying trends, and economic 
indicators. The coupon value may be limited Within a 
prede?ned range. The coupon value may be provided to the 
retailer in response to the request for valuation. The retailer 
may be the manufacturer. The market demand value com 
prises a percentage to be multiplied by the coupon value. A 
portion of the coupon value may be allocated to the customer 
purchasing the product. Aportion of the coupon value may 
be allocated to the retailer. 

[0008] Another aspect of the invention provides computer 
readable media containing computer readable code for reset 
ting the value of a coupon. The computer readable code 
receives a request for valuation of a coupon from a retailer. 
The computer readable code accesses market demand infor 
mation for a product corresponding to the coupon. The 
computer readable code determines a market demand value 
based on the market demand information. The computer 
readable code determines a coupon value based on the 
market demand value. The computer readable code may 
provide the coupon value to the retailer. The request for 
valuation may be in response to a purchase. Market demand 
may be accessed from a database storing product sales data. 
Market demand information may be selected from a data 
base including: retailer inventory, competitor pricing, cur 
rent and anticipated competitor inventory, competitor adver 
tising spending, cyclical buying trends, and economic 
indicators. The coupon value may be limited Within a 
prede?ned range. The coupon value may be provided to the 
retailer in response to the request for valuation. The retailer 
may be the manufacturer. The market demand value com 
prises a percentage to be multiplied by the coupon value. A 
portion of the coupon value may be allocated to the customer 
purchasing the product. Aportion of the coupon value may 
be allocated to the retailer. 

[0009] The foregoing and other features and advantages of 
the invention Will become further apparent from the folloW 
ing detailed description of the presently preferred embodi 
ments, read in conjunction With the accompanying draWings. 
The detailed description and draWings are merely illustrative 
of the invention rather than limiting, the scope of the 
invention being de?ned by the appended claims and equiva 
lents thereof. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0010] FIG. 1 is a block diagram of one embodiment of a 
system for resetting the value of a discount coupon, in 
accordance With the invention; 

[0011] FIG. 2 is a How chart of one embodiment of a 
method of resetting the value of a coupon, in accordance 
With the invention; 

[0012] FIG. 3 is a table shoWing one embodiment of the 
?elds included in a product information database record; 
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[0013] FIG. 4 is a table showing one embodiment of the 
?elds included in a product demand variables percentage 
database record; 

[0014] FIG. 5 is a How chart of a routine of the procedure 
“receive request for coupon value from retailer” shoWn in 
the How chart of FIG. 2; 

[0015] FIG. 6 is a How chart of a routine of the procedure 
“Access market demand database” shoWn in the How chart 
of FIG. 2; 

[0016] FIG. 7 is a How chart of a routine of the procedure 
“Determine market demand value” shoWn in the How chart 
of FIG. 2; 

[0017] FIG. 8 is a How chart of a routine of the procedure 
“Calculate coupon value” shoWn in the How chart of FIG. 
2; and 

[0018] FIG. 9 is a How chart of a routine of the procedure 
“transmit coupon value to retailer” shoWn in the How chart 
of FIG. 2. 

DETAILED DESCRIPTION OF THE 
PRESENTLY PREFERRED EMBODIMENTS 

[0019] One embodiment of a system for resetting the value 
of a coupon is illustrated in FIG. 1 and designated in the 
aggregate as numeral 1. The system may include computer 
hardWare and softWare to receive a request for valuation of 
a coupon from a retailer, access market demand for the 
product, determine the market demand value, determine the 
coupon value, and provide the retailer With the determined 
coupon value. 

[0020] In one embodiment, When a customer purchases a 
product from a retailer, the customer may present a discount 
coupon for redemption 2. The coupon may include a code 3 
that is readable by the retailer’s computer system 4. The 
retailer’s computer system 4 may identify the code 3 as a 
coupon 2 With a resetable value. The retailer’s computer 4 
may then compile a request for valuation code. The retailer’s 
computer may transmit the valuation code to the manufac 
turer’s computer 8 through the Internet 5 or other data link 
such as a dedicated satellite link. Upon receiving the request, 
the valuation program 10 may use information in a product 
information database 6 and a product demand variable 
percentage database 7 to calculate the market demand value 
and the coupon value. The manufacturer 8 may then send 
this information back to the retailer 4. The retailer’s com 
puter 4 may receive the reply and apply the percentage of the 
discount speci?ed by the manufacturer 8 to the customer’s 
purchase. Those skilled in the art Will recogniZe that the 
valuation program may be resident in any computer. 

[0021] One embodiment of a computer program capable 
of resetting the value of a coupon based on market infor 
mation is illustrated in FIG. 2 and designated in the aggre 
gate as numeral 10. The program may receive a request for 
valuation of a coupon from a retailer 14, access market 
demand for the product 16, determine the market demand 
value 18, determine the coupon value 20, and provide the 
retailer With the determined coupon value 22. 

[0022] The program may receive a request for valuation of 
a coupon 14 from a retailer. In one embodiment, the request 
for valuation may be a unique code readable by the computer 
program. The code may represent a request for valuation of 
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a coupon. The code may contain coupon information includ 
ing the face value, and the speci?c product to Which the 
coupon pertains. The code may also contain information 
relating to the retailer’s identity. 

[0023] The program may access market demand informa 
tion for the product 16. In one embodiment, the program 
may open a ?le containing product market information for 
the speci?ed retailer. The ?le may contain a plurality of 
records. Each record may contain information of a speci?c 
product. Each record may contain a plurality of ?elds of 
information. One embodiment of the ?elds contained in a 
record is shoWn in FIG. 3. Field 1 named “Inventory at 
retailer”26 may contain the quantity of the product presently 
at the retailer. Field 2 “Minimum inventory”28 may contain 
the minimum quantity of product the retailer Wishes to have 
available. Field 3 “Maximum inventory”30 may contain the 
maximum quantity of product the retailer Wishes to have 
available. Field 4 “Sales rate”32 may contain the number of 
items sold in the previous eight business hours of the retailer. 
Field 5 “Average age of inventory”34 may contain the 
average time the products at the retailer have been available 
to the retailer. Field 6 “Maximum age of inventory”36 may 
contain the longest time a retailer Wishes to have a particular 
product at the retailer. Field 7 “Competitor #1 pricing”38 
may contain the price of a comparable product offered by the 
closest competitor. Field 8 “Competitor #2 pricing”40 may 
contain the price of a comparable product offered by the 
second closest competitor. Field 9 “Competitor #1 inven 
tory”42 may contain the amount of comparable product 
from the closest competitor available to the retailer. Field 10 
“Competitor #1 minimum inventory”44 may contain the 
minimum amount of comparable product from the closest 
competitor the retailer Wishes to have available. Field 11 
“Competitor #1 maximum inventory”46 may contain the 
maximum amount of comparable product from the closest 
competitor the retailer Wishes to have available. Field 12 
“Competitor #1 coupon value”48 may contain the discount 
coupon value for the comparable product from the closest 
competitor. Field 13 “Competitor #2 inventory”50 may 
contain the amount of comparable product from the second 
closest competitor available to the retailer. Field 14 “Com 
petitor #2 minimum inventory”52 may contain the minimum 
amount of comparable product from the second closest 
competitor the retailer Wishes to have available. Field 15 
“Competitor #2 maximum inventory”54 may contain the 
maximum amount of comparable product from the second 
closest competitor the retailer Wishes to have available. 
Field 16 “Competitor #2 coupon value”56 may contain the 
discount coupon value for the comparable product from the 
second closest competitor. Field 17 “Last year’s sales 
rate”58 may contain the number of items sold during the 
eight business hours ending at the same time last year. Field 
18 “Last year’s plus 8 hours sales rate”60 may contain the 
number of items sold during the eight business hours starting 
at the same time last year. Field 19 “Economic indicators”62 
may contain a ratio of the current Consumer Price Index and 
the Consumer Price Index a year ago. Field 20 “Maximum 
coupon value”64 may contain the maximum value of the 
coupon. Field 21 “Minimum coupon value”66 may contain 
the minimum value for the coupon. Field 22 “Minimum 
percent to be allocated to customer”68 may contain a value 
representing a minimum percent of the coupon value to be 
credited to the customer. The information in the record ?elds 
may be updated by the manufacturer’s production database, 
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the retailer’s inventory database, or by manual entry per 
formed by either the retailer or manufacturer. Those skilled 
in the art Will recognize that the product record may also 
include geographical information, anticipated competitor 
pricing based on the number of ads placed, or any other 
factor associated With the sale of a product. 

[0024] The program may determine the market demand 
value based on the market demand information 18. In one 

embodiment, the program may open a ?le containing market 
demand factor percentages. The ?le may contain a plurality 
of records. Each record may contain information of a 
speci?c product. Each record may contain a plurality of 
?elds of information. One embodiment of the ?elds con 
tained in a record is shoWn in FIG. 4. Field 1 named 
“Inventory factor percentage”70 may contain the percentage 
that the market demand value Will be based on the variable 
named “inventory factor”. Field 2 “Inventory age factor 
percentage”72 may contain the percentage that the market 
demand value Will be based on the variable named “Inven 
tory age factor”. Field 3 “Competitor #1 price factor per 
centage”74 may contain the percentage that the market 
demand value Will be based on the variable named “Com 
petitor #1 price factor”. Field 4 “Competitor #1 inventory 
factor percentage”76 may contain the percentage that the 
market demand value Will be based on the variable named 
“Competitor #1 inventory factor”. Field 5 “Competitor #1 
coupon value factor percentage”78 may contain the percent 
age that the market demand value Will be based on the 
variable named “Competitor #1 coupon value factor”. Field 
6 “Competitor #2 price factor percentage”80 may contain 
the percentage that the market demand value Will be based 
on the variable named “Competitor #2 price factor”. Field 7 
“Competitor #2 inventory factor percentage”82 may contain 
the percentage that the market demand value Will be based 
on the variable named “Competitor #2 inventory factor”. 
Field 8 “Competitor #2 coupon value factor percentage”84 
may contain the percentage that the market demand value 
Will be based on the variable named “Competitor #2 coupon 
value factor”. Field 9 “Cyclical buying factor percentage”86 
may contain the percentage that the market demand value 
Will be based on the variable named “Cyclical buying 
factor”. Field 10 “Economic factor percentage”88 may con 
tain the percentage that the market demand value Will be 
based on the variable named “Economic factor”. The sum of 
the percentages in Fields 1 through 10 may total 100 percent. 
The percentages recorded in the record ?elds may be 
updated by the manufacturer. The program may use the 
information in the product market information database and 
the market demand factor percentages database to calculate 
the market demand value. In one embodiment, the market 
demand value may be calculated using the equation: 

Market demand value=(Inventory factor percentage 
70*Inventory factor)+(Inventory age factor percentage 
72*Inventory age factor)+(Competitor #1 price factor 
percentage 74*Competitor #1 price factor)+(Competi— 
tor #1 inventory factor percentage 76*Competitor #1 
inventory factor)+(Competitor #1 coupon value factor 
percentage 78*Competitor #1 coupon value factor)+ 
(Competitor #2 price factor percentage 80*Competitor 
#2 price factor)+(Competitor #2 inventory factor per 
centage 82*Competitor #2 inventory factor)+(Com— 
petitor #2 coupon value factor percentage 84*Com 
petitor #2 coupon value factor)+(Cyclical buying 
factor percentage 86*Cyclical buying factor)+(Eco— 
nomic factor percentage 88*Economic factor). 
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[0025] Whereas: 

[0026] Inventory factor=(Inventory at the retailer 
26-Minimum inventory 28)/(MaXimum inventory 
30-Minimum inventory 28). If the result of Inven 
tory factor is negative, a value of Zero should be 
used. 

[0027] Inventory age factor=Average age of inven 
tory 34/MaXimum age of inventory 36 

[0028] Competitor #1 price factor=Product price/ 
Competitor #1 pricing 38 

[0029] Competitor #1 inventory factor=(Competi 
tor #1 inventory 42—Competitor #1 minimum 
inventory 44)/(Competitor #1 maXimum inven 
tory 46-Competitor #1 minimum inventory 44). If 
the result of Competitor #1 inventory factor is 
negative, a value of Zero should be used. 

[0030] Competitor #1 coupon value factor=Com 
petitor #1 coupon value 48 

[0031] Competitor #2 price factor=Product price/ 
Competitor #2 pricing 40 

[0032] Competitor #2 inventory factor=(Competi 
tor #2 inventory 50—Competitor #2 minimum 
inventory 52)/(Competitor #2 maXimum inven 
tory 54—Competitor #2 minimum inventory 52). If 
the result of Competitor #2 inventory factor is 
negative, a value of Zero should be used. 

om et1tor cou on va ue actor= om 0033 c p ' #2 p 1 f c 
petitor #2 coupon value 56 

[0034] Cyclical buying factor=Last year’s sales 
rate 58 Last year’s plus 8 hours sales rate 60 

[0035] Economic factor=Economic indicators 62 

[0036] Those skilled in the art Will recogniZe that different 
equations may be used to calculate the market demand 
value. 

[0037] The program may determine a coupon value based 
on the market demand value 20. In one embodiment, the 
coupon value may be calculated using the equation: 

Coupon value=Minimum coupon value 66+(Market 
demand value*((MaXimum coupon value 64-Mini 
mum coupon value 66)/100). If the resulting coupon 
value is less than the Minimum coupon value 66, the 
Minimum coupon value 66 should be used. If the 
resulting coupon value is greater than the Maximum 
coupon value 64, the Maximum coupon value 64 
should be used. 

[0038] The program may provide the coupon value to the 
retailer 22. In one embodiment, the reply to the request for 
valuation may be a unique code readable by the retailer’s 
computer. The code may contain the reset coupon value and 
the Minimum percent to be allocated to customer 68. 

[0039] In one embodiment, When a customer purchases a 
product from a retailer, the customer may present a discount 
coupon 2 for redemption. The coupon 2 may include a code 
3 that is readable by the retailers computer system 4. The 
retailer’s computer 4 system may identify the code 3 as a 
coupon 2 With a resetable value. The retailer’s computer 4 
may then compile a request for valuation code. The retailer’s 
computer 4 may transmit the valuation code to the manu 
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facturer’s computer. The code may be transmitted to the 
manufacturer 8 using the Internet 5. 

[0040] Referring to FIG. 5, the valuation program may 
scan the manufacturer’s computer inputs 90 for a request for 
valuation code. If data is received that is not a request for 
valuation, the valuation program ignores the data and con 
tinues to scan the input device for a valuation code 92. Upon 
receiving the request code, the valuation program may 
analysis the code to determine the retailer requesting valu 
ation, product to Which the discount is to apply, and the 
product 94. 

[0041] Referring to FIG. 6, the valuation program may 
search a collection of ?les containing product market infor 
mation for a ?le containing information about the retailer 
that submitted the request for valuation. Having located the 
?le 96, the program may open the ?le 98 and search the 
records contained therein for the record associated With the 
speci?c product 100. Having found the record associated 
With the product, the valuation program may read the data 
contained in the record ?elds 102 and store them for later 
processing. 
[0042] Referring to FIG. 7, the valuation program may 
search a second collection of ?les containing product 
demand variable percentages for a ?le containing informa 
tion about the retailer submitting the request for valuation. 
Having located the ?le 104, the program may open the ?le 
106 and search the records contained therein for the record 
associated With the speci?c product. Having found the 
record 108 associated With the product, the valuation pro 
gram may read the data contained in the record ?elds 110 
and store them for later processing. The valuation program 
may apply the variables found in the records to an equation 
to determine the market demand value 112 for the coupon. 
The valuation program may then calculate the coupon value 
(FIG. 8) 114 using the market demand value. 

[0043] Referring to FIG. 9, the valuation program may 
compile a response to send to the retailer 116. The response 
may include the reset value of the coupon and the minimum 
percent of the coupon value that is to be given to the coupon. 
The valuation program may access the output device 118 of 
the manufacturer’s computer and send the reply code to the 
output device 120. The output device may transmit the reply 
code to the retailer using the same method as the retailer 
used to transmit the request. The retailer’s computer may 
receive the reply and apply the percentage of the discount 
speci?ed by the manufacturer to the customer’s purchase. 
Those skilled in the art Will recogniZe that the valuation 
program may be resident in any computer. 

[0044] While the embodiments of the invention disclosed 
herein are presently considered to be preferred, various 
changes and modi?cations can be made Without departing 
them the spirit and scope of the invention. The scope of the 
invention is indicated in the appended claims, and all 
changes that come Within the meaning and range of equiva 
lents are intended to be embraced therein. 

1. A method of resetting the value of a coupon compris 
ing: 

receiving a request for valuation of a coupon from a 

retailer; 
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accessing market demand information for a product cor 
responding to the coupon in response to the request; 

determining a market demand value based on the market 
demand information; 

determining a coupon value based on the market demand 
value; 

providing the coupon value to the retailer; 
2. The method of claim 1 Wherein the request for valua 

tion is in response to a purchase. 
3. The method of claim 1 Wherein market demand is 

accessed from a database storing product sales data. 
4. The method of claim 1 Wherein market demand infor 

mation is selected from a database including: retailer inven 
tory, competitor pricing, current and anticipated competitor 
inventory, competitor advertising spending, cyclical buying 
trends, and economic indicators. 

5. The method of claim 1 Wherein the coupon value is 
limited Within a prede?ned range. 

6. The method of claim 1 Wherein providing the coupon 
value to the retailer is in response to the request for valua 
tion. 

7. The method of claim 1 Wherein the retailer is the 
manufacturer. 

8. The method of claim 1 Wherein the market demand 
value comprises a percentage to be multiplied by the coupon 
value. 

9. The method of claim 1 further comprising: allocating at 
least a portion of the coupon value to the customer purchas 
ing the product. 

10. The method of claim 1 further comprising: allocating 
at least a portion of the coupon value to the retailer. 

11. Computer readable media containing computer read 
able code for resetting the value of a coupon based on 
market information comprising: 

computer readable code for receiving a request for valu 
ation of a coupon from a retailer; 

computer readable code for accessing market demand 
information for a product corresponding to the coupon 
in response to the request; 

computer readable code for determining a market demand 
value based on the market demand information; 

computer readable code for determining a coupon value 
based on the market demand value; 

computer readable code for providing the coupon value to 
the retailer. 

12. The method of claim 11 Wherein the request for 
valuation is in response to a purchase. 

13. The method of claim 11 Wherein market demand is 
accessed from a database storing product sales data. 

14. The method of claim 11 Wherein market demand 
information is selected from a database including: retailer 
inventory, competitor pricing, current and anticipated com 
petitor inventory, competitor advertising spending, cyclical 
buying trends, and economic indicators. 

15. The method of claim 11 Wherein the coupon value is 
limited Within a prede?ned range. 

16. The method of claim 11 Wherein providing the coupon 
value to the retailer is in response to the request for valua 
tion. 
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17. The method of claim 11 wherein the retailer is the 
manufacturer. 

18. The method of claim 11 Wherein the market demand 
value comprises a percentage to be multiplied by the coupon 
value. 

19. The method of claim 11 further comprising: computer 
readable code for allocating at least a portion of the coupon 
value to the customer purchasing the product. 

20. The method of claim 11 further comprising: computer 
readable code for allocating at least a portion of the coupon 
value to the retailer. 

21. Computer readable media containing computer read 
able code for resetting the value of a coupon based on 
market information comprising: 

Jul. 10, 2003 

means for receiving a request for valuation of a coupon 
from a retailer; 

means for accessing market demand information for a 
product corresponding to the coupon in response to the 
request; 

means for determining a market demand value based on 
the market demand information; 

means for determining a coupon value based on the 
market demand value; and 

means for providing the coupon value to the retailer; 

* * * * * 


